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chemical pesticides .p. 84 
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j of elevator explosions .p. 42 
WEE oc nvetcacdssernecuasaccecnas Sept p. FIFRA extended by Congress .p. 32 
Rumensin Oct. p. 7: Not weak-kneed apologists nor 
Tramisol Hog Wormer............+-- Nov. p. § rampant crusaders .p. 22 
Washington cynic encouraged 
Fertilizer-Pesticide Update SUMMED cxccbcstccotsd vecauuvaed Nov. p. 12 


Trade Show 
Drawings, give-aways highlight Farm 
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3,380 attend Ist-ever Farm Store 
Merchandising Show 
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THE Q-MIST PROGRAM MEANS 
\ PROFITMONTH 

®AFTER MONTH 

AFTER MONTH 


Thousands of dealers have solved customer fly problems 
with Q-Mist and know how profitable it can be. 


And that’s because Q-Mist is a first rate 
product that kills flying insects everywhere. 
In the home or farm. 

The Sa line in ’79 comes on strong with 
five different types of insecticides to end any 
flying insect problem, attractive packaging, 
counter displays, new promotions, and a co-op 
advertising program, guarantees to move it 
off the shelf twice as fast. 

And that means continuous sales on Q-Mist 
refills... month after month after month. Plus 
Q- Mist refills are interchangeable with other 
y machines on the market. 

So call your Q-Mist distributor today. He’ll be 
lad to give you more information on the 

§ Mist line that guarantees profits in ’79. 


Risdon Q-Mist Corp. P.O. Box 4599 
Columbia, S.C. 29240 - 1-800-845-3495 
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